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The University o.f Dayton 
News Release 
SMALL MANUFACTURING FIRMS 
OFFER RIPE CONSULTING MARKET 
Aug. 9, 1991 
Contact: Pam Huber 
DAYTON, Ohio -- Outside business consultants can find a r1pe 
market among manufacturing firms, but only if the firms can be 
convinced that the service will pay for itself, client 
expectations will be met and consultants' service and results can 
rival the performance of internal resources. 
A University of Dayton survey of 296 manufacturing-firm 
presidents in Ohio and Pennsylvania shows that 71.6 percent do 
not use consultants other than attorneys and accountants, largely 
because of three perceptions--high fees, results that don't meet 
expectations and a reliance on in-house employees. The study 
included firms with up to 500 employees. 
Robert G. Crabtree, University of Dayton graduate research 
assistant in management, will present "Small Manufacturers' Use 
of Consultants" at the Academy of Management annual meeting in 
Miami Beach, Fla., on Aug. 12. Co-writer of the study is Eugene 
Gomolka, professor of management at UD. 
"The findings are not only important from a consultant's 
standpoint but also from a manufacturer's standpoint," says 
Crabtree. "Times have gotten very complex, and there are more 
demands on a manager's time than during any point in history. 
Managers need to find ways to 'multiply' themselves. If they 
continue to believe that they can deal with everything themselves 
or that their internal resources can meet all needs, the 
likelihood that they will succeed is diminished." 
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Study results show that perceptual barriers exist across the 
board among manufacturers, no matter the organization's size. 
"Ironically, managers do not have perceptual barriers with 
small business development centers or the Small Business 
Administration, both of which provide free or minimal-cost 
consulting services in the community," says Crabtree. "In fact, 
managers exhibit a very high degree of satisfaction with them. 
Those same managers should start to think of using outside 
consultants as part of their management team." 
Crabtree, who spent 18 years in the business world and was 
chief operating officer of a $20 million medical group before he 
entered the MBA program at UD last year, sees several advantages 
in using consultants. "Consultants are hired for specific 
purposes, and they can give fresh views on situations that can be 
either problems or opportunities," he says. "When the job is 
done, they're gone. You don't have the inefficiency of down time 
when there's not enough work to keep a full-time employee busy. 
"Besides, there's never a cry from the community that 30 
consultants have been laid off. There will be an outcry if you 
lay off 30 employees," he says. 
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For media interviews, contact Robert Crabtree through the Castle 
Hotel in Miami Beach at (305) 865-1500 through Aug. 14. After 
Aug. 14, call Crabtree at (513) 229-3548. 
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